
The Honorable Michael K. Powell
Chairman
Federal Communications Commission
445 12th Street, S.W.
Washington, D.C. 20554

Dear Chairman Powell:

My name is Pete Weiblen and I am the Vice President of Sales for PathWay In
ternet Services, Inc., Grand Rapids, Mi. We began business in 1996 and pres
ently have over 8,000 customers most of whom live and work in West Michigan
 but we also do a fair amount of web hosting for customers throughout the n
ation.
We offer many services that our local phone company, Ameritech, does not. S
ervices like free Internet training classes, Anti-virus service and classes
 and modem repairs. We also helped our local high school get online, even b
efore and without the e-rate, and we continue to host their website.
When we opened for business we started, as many ISPs did, with a stack of o
rdinary dial-up modems and a fistful of phone lines from Ameritech. Of cour
se getting phone lines from Ameritech was always a problem, and we frequent
ly lost customers when our modem lines became busy because Ameritech was la
te delivering phone lines we had ordered well in advance.
Nowadays we have moved on from ordinary phone lines to digital PRI's (Prima
ry Rate ISDN) and T3s.  And while the level of business we give to Ameritec
h has soared, there has been no corresponding escalation of service.
As for DSL, we are stuck with two very poor options if we want to offer DSL
 as a connectivity option.  We can partner with a CLEC that only recently e
merged from bankruptcy proceedings, not a decision we feel to be wise at al
l.   This means if we determine that we must offer Internet access over DSL
 to our customers to stay competitive, we must do it through Ameritech, and
 the prices Ameritech has offered us make it impossible for us to compete.
We are expected to pay $40 per month for the data line to reach the custome
r, and turn around and compete with Ameritech, which is offering reconfigur
ed phone lines, internet access and free $200 modems, for $50 per month. Th
ere is no way we can offer this product without losing money, and so we hav
e stayed out of the DSL market. Unfortunately this also means that we are l
osing customers, either to Ameritech for DSL or to the cable company, since
 more and more of our customers are demanding faster access and if we can't
 provide it, they'll go to someone who will. If that trend continues, indep
endentisp.net will not be around much longer.
I do not have the resources to fight the tariff that Ameritech has filed th
at allows it to get away with charging ISPs a wholesale rate of $40 for acc
ess to the network. I believe the true cost is probably a great deal less t
han that. However, I also do not believe that the answer to this problem is
 simply to allow Ameritech to stop selling access to the network at all, or
 to take away the requirements that are supposed to be preventing Ameritech
 from discriminating.
The answer is for the FCC to make a good faith effort to uncover the discri
mination (whether it is in pricing or provisioning) and put an end to it. U
ntil the FCC has demonstrated that it is willing to do this for ISPs, any t
alk about lifting the rules for monopolies like Ameritech is premature.
I hope that you will take my comments seriously - I am sending a copy of th
is letter to my Congressman as well.

Pete Weiblen
VP of Sales



PathWay Internet Services, Inc.

Sincerely,

Peter Weiblen
825 Bond Ave. NW
Grand Rapids, MI  49503


